SDM Interviews A U.L. Central Station Op- 
erator. June, p. 14 


“A Sobering Note on Fire,’ Editor’s Outlook. 
June, p. 13 


Special Fire Hazards. June, p. 25 


Fire Detectors and Extinguishers 


Exploring the Home Fire Extinguisher Market. 
Nov., p. 20 


Home Fire Alarm Systems. June, p. 20 


SDM Interviews a U.L. Central Station Qp- 
erator. June, p. 14 


Fire Statistics 
Home Fire Alarm Systems. June, p. 20 


“A Sobering Note on Fire,’’ Editor’s Outlook. 
June, p. 13 


Special Fire Hazards. June, p. 25 


G 


Glazing Systems 
Security You Can See Through. Sept., p. 18 


Guard Services 


Guard Service Takes to Airwaves . . 
Energy and Money. Jul., p. 59 


“Let’s Hear It for the Good Guys,’ Editor’s 
Outlook. Apr., p. 15 


Radio Plays Key Role in Chicago Guard 
Operation. Feb., p. 27 


H 


Hotel Security 
Electronic System Protects Hote] Rooms. Sept., 
p. 21 


. Saves 


Indexes 

Index Issue for SDM 1975: 
- of Advertisers for SDM 1975, Dec., 
Pp. 
Subject Index, Dec., p. 38 
Title Index, Dec., p. 41 

SDM Security Products Directory Issue for 
1975. Aug., pp. 41-119 
Product Directory, Aug. p. 41 
= to Product Directory, Aug., 
p. 


SDM Directory of Manufacturers and Dis- 
tributors, Aug., p. 92 


Installation Tips 
‘Allows Limited Movement of Sliding Win- 


dow or Door,” Kinks & Hints for the In- 
Staller. Nov., p. 41 


“Auto Alarm Installation Tip,’ Kinks & 
Hints. Dec., p. 54 


“Exit Delay + Outdoor Remote,’ Kinks & 
Hints, Mar., p. 48 

a Alarm System Installation Tips. Oct., 
p. 

“LED’s for Leased Alarm Circuits,” Kinks & 
Hints. Mar., p. 49 

“Local Bell with Multi-Key Station,” Kinks 
& Hints. Apr., p. 51 

“Mailbox Alarm,” Kinks & Hints. Nov., p. 41 

“A 7 Bell Ringer,” Kinks & Hints. Sept., 
p. 

“Snaking Tip,” Kinks & Hints. May, p. 61 

“Tamper-Proofing Electrical Box,’ Kinks & 
Hints. Mar., p. 48 

“Temporary Relief for Ring-Offs,”” Kinks & 
Hints. May, p. 60 


“Transmits Separate Signal Alarm,” Kinks & 
Hints. Oct., p. 83 


“Two Track Dialer with Abort Equals Three 
Track Dialer,’ Kinks & Hints. Jan., p. 53 


L 


Law & Legislation 
Alarm Legislation -—- The Objectives and the 
Means. May, p. 20 
Alarm Ordinance Promulgation. Sept., p. 60 
“Alarm Users to ‘Pay’ for Legislative Mis- 
guidance,’”’ Editor’s Outlook. Sept., p. 13 


“The ‘Horizon Brightens,” Editor’s Outlook. 
Mar., p. 13 


wae California P.U.C. Decision. Oct., 


“Employee Retirement Income Security Act,” 
Security Court Cases. Mar., p. 32 

The Pasadena Ordinance Story. Aug., p. 18 

“Please, Uncle Sam, We’d Rather Do It Our- 
selves!”” SEIA Soundings. Sept., p. 30 


“That’s the Way It Was . 


. . In 1975,” Edi- 
tor’s Outlook. Dec., p. 13 


Law Enforcement/ Security Relations 
Alarm Ordinance Promulgation. Sept., p. 60 
A Cooperative Community Approach to the 
Reduction of False Alarms. Nov., p. 22 


“Hats Off to Metro Alarm,” Editor’s Outlook. 
May, p. 15 


Lighting 
Truck Dock Lighting Improved for Security. 
Apr., p. 68 


Locks & Safes 
Locks, Safes, Alarms — They Go Together. 
Sept., p. 16 
Safety Products Sales Potentials in the Home. 
Nov., p. 18 
Security Director Locks Home with Buttons. 
Sept., p. 23 


“Telephone Company Installs Pushbutton Com- 
bination Locks.”’ Sept., p. 29 


M 


Magnetic Contacts 
Magnetic Contacts from A to Z. 
Part I, Feb., p. 16 
Part II, Mar., p. 58 
Part III, May, p. 16 
Part IV, Jul., p. 20 


Maintenance & Testing 

“Cleaning of Smoke Detectors Cuts False 
Alarm Rate.” Aug., p. 30 

“L.E.D. Test Tip,’ Kinks & Hints for the 
Installer. Feb., p. 42 

“One-Man Troubleshooting Problems Solved 
by on Cable Reel,’ Kinks & Hints. Jul., 
Pp. 

‘“*Pocket-Size Foil Repair Kit,” Kinks & Hints. 
June, p. 52 

“Simplified Loop Test Check,” Kinks & Hints. 
Feb., p. 42 


Manufacturer/ Dealer-Installer Relations 
Vendor Apathy. Jul., p. 17 


Marketing & Public Relations 
“Promoting the Security Business Builds Your 
Own Success,” Selling Security. Aug., p. 14 
Selling the Market . . . Direct Sales or Manu- 
facturer’s Rep? Oct., p. 68 
Sontrix Named ‘Colorado Exporter of Year.” 
Oct., p. 40 


Mass Media 


***Bad Press’ from the ‘Bad Press’,’’ Editor’s 
Outlook. Oct., p. 13 


“Let’s Hear It for the Good Guys,” Editor’s 
Outlook. Apr., p. 15 


Microwave Detectors 
Basic Microwave Overview. Jan., p. 40 


*“FCC Show Cause Orders ‘Cause’ Confusion.” 
Mar., p. 30 


P 


Photo Identification & Surveillance Systems 
A Candid Overview of Photographic Surveil- 
lance Cameras. Dec., p. 62 


Indiana Bank Reduces Fraud Losses. Oct., 
p. 41 


Physical Security 

ae System Protects Hotel Rooms. Sept., 
p. 

Locks, Safes, Alarms — They Go Together. 
Sept., p. 16 

Security Director Locks Home with Buttons. 
Sept., p. 24 

Security You Can See Through. Sept., p. 18 

Tips on Protecting Data Processing Equipment. 
Sept., p. 23 


Use of Residential Access Control Cards 
Grows. Sept., p. 20 


Police Response Time 
Alarm Ordinance Promulgation. Sept., p. 60 
“The Horizon Brightens,” Editor’s Outlook. 
Mar., p. 13 
“How to Catch Burglars by Really Trying,” 
Editor’s Outlook. Feb., p. 13 
nee See — Another Approach. Feb., 


The Pasadena Ordinance Story. Aug., p. 18 
“Speaking of Police Response Time .. .” 
Editor’s Outlook. Jan., p. 15 


Problems & Solutions 
A Cooperative Community Approach to the 
Reduction of False Alarms. Nov., p. 22 


“Handling Your Customers’ Problems,” Selling 
Security. Jan., p. 18 


phe Solutions to Security Problems. Jan., 
p. 3 


R 


Radio 
Guard Service Takes to Airwaves . 
Energy and Money. Jul., p. 59 
ie” Solutions to Security Problems. Jan., 
p. 3 


Radio Plays Key Role in Chicago Guard Op- 
eration. Feb., p. 27 


. . Saves 


Residential Market 

Exploring the Home Fire Extinguisher Market. 
Nov., p. 20 

Home Fire Alarm System. June, p. 20 

Safety Products Sales Potentials in the Home. 
Nov., p. 18 

Use of- Residential Access Control Cards 
Grows. Sept., p. 20 

ae Are a Security Diagnostician.” Dec., 
p. 64 


Ss 


Safety Products Market 
“Are You Missing the Safety Products Mar- 
ket?” Editor’s Outlook. Nov., p. 13 
Exploring the Home Fire Extinguisher Market. 
Nov., p. 20 
Safety Products Sales Potentials in the Home. 
Nov., p. 18 


Sales & Selling 

“Are You Missing the Safety Products Mar- 
ket?” Editor’s Outlook. Nov., p. 13 

“‘Avoid Time-Wasters in Selling,” Selling Se- 
curity. Apr., p. 18 

“Handling Your Customers’ Problems,” Sell- 
ing Security. Jan., p. 18 

Incentive Pay — The Salesman’s Spur! Nov., 
p. 36 

“Information Makes the Sale,” Selling Secu- 
rity. June, p. 40 

“Listening Well Makes Selling Easier,” Selling 
Security. Feb., p. 14 

“Making That Expensive Item Seem Less 
Costly,” Selling Security. Nov., p. 14 

“More Sales on That New Item,” Selling Se- 
curity. May, p. 26 

“A Positive Approach When Mistakes Oc- 
cur,”’ Selling Security. Sept., p. 14 

“Promoting the Security Business Builds Your 
Own Success,” Selling Security. Aug., p. 14 

Selling the Market . . . Direct Sales or Manu- 
facturer’s Rep? Oct., p. 68 

«Show and Tell’ Builds Sales,’’ Selling Secu- 
rity. Oct., p. 14 

“Showing Appreciation Without Kickback,” 
Selling Security. Mar., p. 16 

“Tomorrow’s Selling Requires New Ap- 
proaches,” Selling Security. Dec., p. 16 

The Use of Sales Quotas. Aug., p. 20 

“Where to Get Those New Selling Ideas,” 
Selling Security. Jul., p. 14 

“You Are a Security Diagnostician.” Dec., 
p. 64 


Security Diagnosis 
“You Are a Security Diagnostician.”” Dec., 
D. 64 


Security Equipment Industry 
Association (SEIA) 
“The Canadian Brush, Broom & Mop Associa- 
tion,” SEIA Soundings. Mar., p. 46 
“Industry Economic Survey: A Beginning,” 
SEIA Soundings. Oct., p. 80 
“Job Hunting? Check S.E.I.A.”” SEIA Sound- 
ings. May, p. 35 
“Please, Uncle Sam, We’d Rather Do It Our- 
selves!” SEIA Soundings. Sept., p. 30 
SEIA Toasts to a New, Strong Association on 
Fifth Anniversary. Jul., p. 22 
“Who’s Kidding Whom?” Editor’s Outlook. 
Jul., p. 13 


Security Industry/ Government 
Problems 
Alarm Ordinance Promulgation. Sept., p. 60 
“Alarm Users to ‘Pay’ for Legislative Mis- 
guidance,” Editor’s Outlook. Sept., p. 13 
“Cedar Rapids At It Again,’’ Editor’s Outlook. 
Aug., p. 13 
The Pasadena Ordinance Story. Aug., p. 18 
“Please, Uncle Sam, We’d Rather Do It Our- 
selves!”” SEIA Soundings. Sept., p. 30 


Security Industry 1975 Review 
“That’s the Way It Was. . 
tor’s Outlook. Dec., p. 13 


. In 1975,” Edi- 


V 


Vehicle Alarms 


“Auto Alarm Installation Tip,” Kinks & 
Hints for the Installer. Dec., p. 54 


Automotive Security — The Only Way to 
Travel. Mar., p. 20 


Birth of an Automotive System. Mar., p. 23 

No Gas . . . No Go! Mar., p. 22 

Vehicle Alarms “Ring Bell” at ISC’s Secu- 
rity West. Mar., p. 18 


Vehicle Theft 
“New Twists in Auto Thefts.”” Mar., p. 56 


“Word to Auto Thieves: ‘You’re on the Air,” 
Mar., p. 30 


Vertical Interval Switching 
Vertical Interval Switching. Dec., p. 22 
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A 


ALARM LEGISLATION—THE OBJECTIVES 
ANS THE MEANS. Carl W. Kellem. May, 
Dp. 


ALARM ORDINANCE PROMULGATION. 
Deputy Steven B. Watts. Sept., p. 60 


AUTOMOTIVE SECURITY — THE ONLY 
a TO TRAVEL. Stuart Sharenow. Mar., 
Pp. 


BASIC MICROWAVE OVERVIEW. Carl F. 
Klein. Jan., p. 40 


BIRTH OF AN eae SYSTEM. 
SDM Staff Feature. Mar., p 


BOOMING ACCESS CONTROL MARKET. 
Interview with Martin Brander. Feb., p. 26 


Cc 


A CANDID OVERVIEW OF PHOTOGRA- 
PHIC SURVEILLANCE CAMERAS. R. E. 
Sherer. Dec., p. 62 


CARD READERS PROTECT ALUMNI, STU- 
DENTS AT NOTRE DAME. An SDM Staff 
Feature. Dec., p. 23 


CONRAC TO INTRODUCE NEW LINE AT 
ao WEST. SDM Staff Feature. Jan., 
DP. 


A COOPERATIVE COMMUNITY AP- 
PROACH TO THE REDUCTION OF FALSE 
ALARMS. Ed A. Fowler. Nov., p. 22 


D 


DATA COMMUNICATIONS ...A PRIMER 
ON TECHNOLOGY AND APPLICATION. 
Salvatore Caputo. Dec., p. 24 


DESIGN FOR PROFITABILITY. Tim Willick. 
Apr., p. 78 


sdm’s 
Te, 
ica 4 


E 


EDITOR’S OUTLOOK. R. J. Bargert. “‘Speak- 
ing of Police Response Time,” Jan., p. 15/ 
“How to Catch Burglars by Really Try- 
ing,” Feb., p. 13/ “The Horizon Brightens,” 
Mar., p. 13/ ‘“Let’s Hear It for the Good 
Guys,” Apr., p. 15/ “Hats Off to Metro 
Alarm,” May, p. 15/ “A Sobering Note on 
Fire,” June, p. 13/ ““Who’s Kidding Whom?” 
Jul., p. 13/ “Cedar Rapids At I[t Again,” 
Aug., p. 13/ “Alarm Users to ‘Pay’ for Leg- 
islative Misguidance,” Sept., p. 13/ ‘ ‘Bad 
Press’ from the ‘Bad Press’,” Oct., p. 13/ 
“Are You Missing the Safety Products Mar- 
ket?” Nov., p. 13/ “That’s the Way It Was 

. In 1975,” Dec., p. 13 


ELECTRONIC SYSTEM PROTECTS HOTEL 
ROOMS. SDM Staff Feature. Sept., p. 21 


EXIT CONTROL ALARMS PROTECT PAS- 
SENGER AREAS AT NEW AIRPORT. SDM 
Staff Feature. Sept., p. 22 


EXPLORING THE HOME FIRE EXTIN- 
=" MARKET. Jeff Goldman. Nov., 
p. 20 


e 


THE FIRE ALARM MARKET: A DECADE 
AND A HALF OF UNPRECEDENTED 
CHANGE. Charles S. Buhrman. June, p. 18 


G 


GO EAST YOUNG MAN! R. J. Bargert. SDM 
Staff Feature. Oct., p. 18 


GUARD SERVICE TAKES TO AIRWAVES. 
SDM Staff Feature. Jul., p. 59 


H 


HOME FIRE ALARM SYSTEM. From Con- 
sumer’s Research. June, p. 20 


IMAGE UPGRADING — ANOTHER AP- 
PROACH. Sgt. Paul M. Nowatka. Feb., p. 24 


THE IMPORTANCE OF GOOD CUSTOMER 
RELATIONS. Shirley Guttentag. Aug., p. 22 


INCENTIVE PAY—THE SALESMAN’S SPUR. 
Joseph Arkin. Nov., p. 36 


INDIANA BANK REDUCES FRAUD LOSS- 
ES. SDM Staff Feature. Oct., p. 41 


INTRUSION ALARM SYSTEM INSTALLA- 
TION TIPS. Carl Malavenda. Oct., p. 38 


L 


LANDMARK _ CALIFORNIA P.U.C. DE- 
CISION, J.P. Neil. Oct., p 


LOCKS, SAFES, ALARMS — THEY GO TO- 
GETHER. Edwin F. Toepfer. Sept., p. 16 


LOS ANGELES BECKONS . . . SECURITY 
WEST PRESENTS NEW PROFIT OPPOR- 
TUNITIES FOR DEALER / INSTALLER. 
SDM Staff Feature. Jan., p 


M 


MAGNETIC CONTACTS FROM A TO Z. 
H. William Trimmer. 
Part I, Feb., p. 16 
Part II, Mar., p. 58 
Part III, May, p. 16 
Part IV, Jul., p. 20 


N 


NO GAS .. 
Mar., p. 22 


. NO GO! SDM Staff Feature. 


P 


THE PASADENA ORDINANCE STORY. In- 
terview with Deputy Police Chief Thomas M. 
Winders. Aug., p. 18 


PRACTICAL SOLUTIONS TO SECURITY 
PROBLEMS. Leo G. Sands. Jan., p. 36 


PROVIDING COMPLETE SECURITY ...A 
CRITIQUE. Leon B. Kassman. May, p. 22 
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Years ahead of its time in optical 
design, the Power-Optics security lens 
is now in use at dozens of government, 
industrial and commercial locations. 

Probably the only CCTV lens which 
allows a camera to be concealed 
quickly and effectively. 

CHECK THESE FEATURES! 


e Available in 24 and one inch Vidicon 
sizes 

¢ Focal length 9mm (9.5 for the 1 inch 
version) 

e Aperture f4 to fll 

© Standard C mount 

e Front entrance pupil diameter .130 
inches 

e Maximum aperture £4 

© Produces a fully corrected needle-sharp 
image—not a fisheye lens 


Dealer and 0.E.M. inquiries invited. 
Full specifications available on request 
from: 


POWER-OPTICS, INC. 
1055 W. Germantown Pike 
Fairview Village, Pa. 19409 

Phone: 215-539-5300 


Distributor/Dealer inquiries invited 





R 


RADIO PLAYS KEY ROLE IN CHICAGO 
os. SDM Staff Feature. 
eb., p. 


S 


SAFETY PRODUCTS SALES POTENTIALS 
IN THE HOME. Sheryl Leininger. Nov., p. 18 


SAN DIEGO ALARM DEVELOPS _COM- 
leo SYSTEM. SDM Staff Feature. 
an., Pp. : 


SDM INTERVIEWS A U.L. FIRE CENTRAL 
STATION OPERATOR. Interview with Jim 
Barth. June, p. 14 


SECURITY DIRECTOR LOCKS HOME WITH 
BUTTONS. SDM Staff Feature. Sept., p. 42 


SECURITY FINANCIALS. Sheryl Leininger. 
Jan., p. 11/ Feb., p. 11/ Mar., p. 11/ 
Apr., p. 11/ May, p. 11/ June, p. 11/ 
Jul., p. 11/ Aug., p. 11/ Sept., p. 11/ 
Oct., p. 11/ Nov., p. 11/ Dec., p. 11 


SECURITY YOU CAN SEE THROUGH. 
Henry J. Gambino, Jr. Sept., p. 18 


SEIA SOUNDINGS. Ralph Hannemann. “The 
Canadian Brush, Broom & Mop Association,” 
Mar., p. 46/ “Job Hunting? Check S.E.I.A.,” 
May, p. 35/ “Please, Uncle Sam, We’d Ra- 
ther Do It Ourselves!” Sept., p. 30/ ‘‘Indus- 
try Economic Survey: A Beginning.” Oct., 
p.80 


SEIA TOASTS TO A NEW, STRONG ASSO- 
CIATION. SDM Staff Feature. Jul., p. 22 


SELLING THE MARKET ...DIRECT SALES 
OR MANUFACTURER’S REP? Deane H. 
Miars. Oct., p. 68 


SELLING SECURITY. Ernest W. Fair. “Hand- 
ling Your Customers’ Problems,” Jan., p. 19/ 
“Listening Well Makes Selling Easier,” Feb., 
p. 14/ “Showing Appreciation Without Kick- 
back,”’ Mar., p. 16/ “‘Avoid Time-Wasters in 
Selling,” Apr., p. 18/ “More Sales on That 
New Item,” May, p. 26/ “Information Makes 
the Sale,” June, p. 40/ “‘Where to Get Those 
New Selling Ideas,” Jul., p. 14/ “Promoting 
the Security Business Builds Your Own Suc- 
cess,” Aug., p. 14/ “A Positive Approach 
When Mistakes Occur,” Sept., p. 14/ ** ‘Show 
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What makes the DYNAIR TX-3A 


and Tell’ Builds Sales,” Oct., p. 14/ “Making 
That Expensive Item Seem Less Costly,” 
Nov., p. 14/ “Tomorrow’s Selling Requires 
New Approaches,” Dec., p. 16 


SHOWTIME IN THE WINDY CITY. SDM 
Staff Feature. Apr., p. 22 


A SIMPLIFIED BOOKKEEPING SYSTEM 
FOR SECURITY DEALERS AND INSTAL- 
LERS. Joseph Arkin. Dec., p. 18 


SONTRIX NAMED “COLORADO EXPORT- 
ae YEAR.” SDM Staff Feature. Oct., 
p. 


SPECIAL FIRE HAZARDS. William J. 
Pearson. June, p. 25 


T 


TIPS ON PROTECTING DATA PROCESSING 
EQUIPMENT. SDM Staff Feature. Sept., p. 23 


TO LEASE OR NOT TO LEASE. John A. 
Blessing. Jul., p. 18 


TRUCK DOOR LIGHTING IMPROVED FOR 
SECURITY. Burton Benjamin. Apr., p. 68 


U 


USE OF RESIDENTIAL ACCESS CONTROL 
en GROWS. SDM Staff Feature. Sept., 
p. 


THE USE OF SALES QUOTAS TO GET 
BEST RESULTS. Joseph Arkin. Aug., p. 20 
V 


VEHICLE ALARMS ‘RING BELL’ AT ISC’S 
~~ WEST. Sheryl Leininger. Mar., 
p. 18 


ae APATHY. John M. Szymanski. Jul., 
p. 


VERTICAL INTERVAL SWITCHING. Donald 
N. Horn. Dec., p. 22 


Y 


“YOU ARE A SECURITY DIAGNOSTICIAN.” 
Dr. Harold Gluck, Dec., p. 64 


the OUTSTANDING 
MIATV modulator? 


vac video modulator is a QJADRANT MULTIPLIER 

which makes for better stability — better unit to unit 

consistency — better linearity at high modulation levels 
for superior color performance. 


V real AUDIO STABILITY keeps the sound where you want 
it — undistorted — all day — all night at the TV receiver where 
it counts — not just on the specification sheet. 


Cial OUTPUT LEVELS — +48 dBmV — enough to permit minimum 
cost insertion in many broadband systems. 


Unique features such as TWO LEVEL METERS — REMOTE KEYING — MINIMUM 
RACK REQUIREMENTS (1% inches) — ALL CHANNEL AVAILABILITY including 
sub, mid, super and export channels — plus DYNAIR RELIABILITY. 


1975 


Need any more reasons for specifying the DYNAIR TX-3A for your next MATV 
application? Write for Bulletin No. 97. 


o> 


DYNAIR ELECTRONICS, INC. 6360 FEDERAL BLVD., SAN DIEGO, CA, 92114 PHONE: 714, 582-9211, TWX: 910-335-2040 
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